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AND PLASTERING ACCESSORIES 


A sure profit line, because more and more’ All made from copper alloy for greater 
of your customers will want more and more’ durability and resistance to corrosion. 


PENMETAL items to help them do better Sheet size 27’’x 96’ (2 sq. yds.) — 20 


work and more work for less money. sq. yds. to the bundle. Each sheet 

; individually painted and dried by 
MESHTEX (small diamond mesh lath) INFRA RED RAY process. Each sheet 
DURABOND (flat rib type lath) individually trimmed square at the ends 


to prevent distortion and work-hamper- 
MASTERIB (a °4” rib lath of exceptional rigidity) ing bent edges. 


For COMPLETE service to your trade, the PENMETAL line of 
Plastering accessories is COMPLETE for every need — dozens of 
fast-moving items. 


Let us send you complete catalogs and details on Penmetal Dealerships 


PENN METAL COMPANY, INC. 


General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 


80th PENMETAL YEAR 


METAL MARK 


District Sales Boston New York aatiteke Ll olalte) Chicago Detroit Indianapolis 
Offices Seattle Los Angeles San Francisco Dallas Parkersburg, W. Va. 





Factory: Parkersburg, W. Va 


Manufacturers also of PENMETAL EXPANDED METAL 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 


3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 


4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


MERCHANDISER. lished ev other week by American Lumberman, Inc.— 
— 7 Entered ri second-class matter Oct. 2, 1946 at the Post 


cago 2, 
Chicago, Illinois, under the Act of March 8, 1879. 
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ROST PINE 


This car is being loaded at a Frost mill for shipment to a 


v 


long-standing Frost customer. The material you see is even 
better than it looks. It is presented here as a practical, 
every-day example of exactly what Frost means by uniform 
high quality ...in good manufacture; in bright, well- 
seasoned stock; in specified moisture content; in clean-cut, 
precision machine work In short, it is big-mill material at 
its best, indicative of the single standard under which 
Frost Pine is manufactured and which dealers, 


who know Frost Pine from experience, swear by. 


FROST LUMBER INDUSTRIES, INC. 


St. Louis, Mo. 


SHREVEPORT, LOUISIANA Pelham, N. Y. 


WE’RE EXPECTING YOU AT OUR EXHIBIT, SPACE 85, SHERMAN HOTEL, CHICAGO, FEB. 8-10 
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LABOR SUPPLY AND PRICES: In the first half of the year there 
will be a substantial improvement in the labor supply. This will 
be particularly true in the tight bricklayer, plasterer, carpenter 
and plumber categories. Labor costs will decline, mostly as a 
result of the elimination of premium and overtime pay and greater 
efficiency, even though wage rates may edge up slightly. 


CONSTRUCTION COSTS: In the first part of ‘49, because of 
the materials and labor situation as described above, and greater 
builder efficiency, construction costs will range from “the same” 
to “down slightly.” And building prices will probably be down 
because of smaller profit margins. 


GOVERNMENT IN HOUSING: The new year will also be one 
of greater government participation in housing. For one, passage 
of legislation to provide for a public housing program, slum clear- 
ance, farm housing, and a broader housing research program is 
likely. Also probable is a liberalization of the government sec- 
ondary mortgage market. 




















HOUSING RECOUNT 


Renovated houses may lessen 
estimates of new units needed 


ACCORDING to the Wall Street 
Journal figures compiled by Presi- 
dent Truman’s own experts may be 
used to pare down his demands for 
public housing. The Journal ex- 
plains it this way: 

“America has some four million 
‘hidden’ dwellings. They are help- 
ing to take the sharp edge off hous- 
ing demand. And their discovery 
may well have an important effect 
on future government housing 
policy. 

“Evidence of these forgotten 
houses has been dug out of statis- 





TORNADO VICTIM: BRADLEY LUMBER CO. REPORTS RAPID RECOVERY 





Bradley Lumber Company of Arkansas, of Warren, Arkansas, 
producers of hardwood and pine lumber, oak flooring, furniture 
stock and hardwood and pine trim, has found that damage suf- 
fered in the January 3 tornado can in some cases be repaired 
quicker than first thought and in other cases was not as bad as 
first estimated. Most complete damage was done to the power 
plant and fuel buildings. Bought power has rectified this sit- 
uation materially and enabled Bradley to get its prefinishing 


Burtprnc Propucts MERCHANDISER 


plant back in operation. The storm moved from the upper 
right center of the photo to the left center. Directly in the 
storm path and suffering most damage were (right arrow) the 
furniture dimension plant and the oak flooring plant, and 
(left arrow) the power and fuel buildings. The sawmill (di- 
rectly in front of power building) suffered roof damage pri- 
marily. Other units of the plant suffered relatively minor 
damage. Company employes are being used wherever possible 
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CREATING 
A BEAUTIFUL 
FRIENDSHIP 


"Our Clark Yardlift-40 and Clark 
Clipper Fork-Lift Trucks have made 
possible a 3314 percent increase in 
volume of building materials 
handled — without enlarging our 
facilities by one square foot; and 
handling costs have been reduced 
by more than 50 percent since their 
installation.’’ 

G. L. Whyel, Secretary-Treasurer 
J. P. BURROUGHS AND SON, INC. 
Flint, Michigan 

Nice work when you can get it! And 
you can get it! Practically every busi- 
ness which handles materials has 
within itself a potential for savings— 
as great as J. P. Burroughs and Son, 
Inc., enjoys—a potential which can be 
exploited quickly and effectively by use 
of Clark Fork-Lift Trucks and Towing 
Tractors. 


A practical move toward that happy 
accomplishment is to CONSULT CLARK. 


NEWS aed TRENDS | 


tics by some of President Truman’s 
top economic advisers. These econ- 
omists were searching for an ex- 
planation of why demand for hous- 
ing this fall and winter has soft- 
ened somewhat at a time when 
nearly everyone, in Washington, at 
least, expected continued high pres- 
sure. 

“They think one answer lies in 
their findings that since the census 
of April, 1940, there have been 
close to four million more habitable 
dwellings added to the available 
non-farm housing supply than offi- 
cial government figures have led 
people to believe. These aren’t new 
units, they’re quick to point out, 
but they are serving to house many 
families who were believed to be 
out looking for some place to live. 

“The count and conclusions of 
these experts are not universally 
accepted by all other administra- 
tion housing specialists. But the 
findings are being studied seriously 
and much weight is being given to 
them. Some lawmakers who will 
pass on housing legislation in the 
8ist Congress are tempering their 
enthusiasm for public housing in 
the light of these studies. Thus, 
the theories of Mr. Truman’s own 
economists may actually be used to 
pare down the President’s demand 
for a seven-year program to build 
one million federally-subsidized, 
low-rent housing units.” 


FARM MARKET 


‘49 will see stiff competition 
for the farmer's buying dollar 


ALL indications show the farmer 
still needs ‘building materials in 
large quantities, but that he will 
have to be sold aggressively in 
1949. The following story from 
Rural Marketing suggests retail 


CLARK Fork Trucks 


AND INDUSTRIAL TOWING TRACTORS 


Seaapaia a ‘nb ven. 
amet 


INDUSTRIAL TRUCK Div., CLAR c Fal PMENT COMPANY sarttce creek ao. MICH. 
REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 


“That kid will think twice before he 


knocks the teeth out of any more rakes!” 
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distributors 


Speedmatic ROUTER 


Speedmatic SHAPER 








FOUR freedaile POWER TOOLS 


use only | motor instead of 4 


Customers like this Speedmatic multi- 
tool combination. It means they can get 
four work-speeding tools and save the 
cost of three motors! — actually $267. 

This interchangeable motor is an ex- 
clusive Speedmatic feature. A customer 
buys the Router with Motor. When he 
wants to use the Shaper, Plane or Lock 
Mortiser, he simply detaches the motor 
from the Router and attaches it to any of 
the other three tools. Only a few seconds 
to make this change! 


ELUM 






Speedmatic 
LOCK MORTISER 





REPEAT BUSINESS — Porter-Cable makes 
scores of bits and cutters for the Router 
and Shaper . . . many different templets 
for building and wood working jobs. This 
big variety of accessories brings customers 
back again and again. 





ASK for the Speedmatic Distributor prop- 
osition. Mail the coupon today for quick 
action. Distributors will be selected 


promptly. 
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NEWS a«¢ TRENDS 





lumber dealers will feel strong com- 
petition from other industries that 
sell the farmer. And that compe- 
tition will apparently be aggressive. 

“Both manufacturers and dealers 
of farm equipment are looking for- 
ward to another profitable year in 
1949, but expect they will have to 
get out and do more selling. 

“Manufacturers expect current 
high sales to continue, Implement 
and Tractor reports. This source 
says retail sales in 1948 amounted 
to nearly $2-billion, an increase of 
25 percent over 1947. ‘Farms still 
need much equipment, which will 
be bought out of 1948 high income,’ 
it says. 

“Farm machinery production is 
expected by Paul M. Mulliken, man- 
aging director of the National Re- 
tail Farm Equipment Association, 
to break all records. He adds, how- 
ever, that equipment sales will re- 
quire ‘a more intelligent and ag- 
gressive effort’ because supply will 
begin in earnest to catch up with 
demand. 

DEALERS OPTIMISTIC 


“A spot check of 19 farm equip- 
ment dealers in 14 states, made 
by Rural Marketing, shows that a 
majority of these retailers expect 
dollar volume to be as high as or 
higher than last year. 

“All of them were agreed that 
the farmer would require ‘more 


selling’ in 1949. Demonstrations 
and personal calls will be made by 
most of the dealers as a supple- 
ment to local advertising efforts.” 


SALESMANSHIP 


Aggressive effort will be 
needed in insulation field 


“THERE will be plenty of poten- 
tail business for building materials 
in 1949 but extremely active com- 
petition in the insulation board in- 
dustry,” according to C. T. McMur- 
ray, vice-president in charge of 
sales for Minnesota and Ontario 
Paper Company. McMurray ex- 
plains it thus: 

“The U. S. Bureau of Labor Sta- 
tistics and the U. S. Department of 
Commerce jointly estimate prob- 
able 1949 expenditures on total new 
construction other than public util- 
ities, military, ete., at 1 percent 
higher than in 1948, but Insulite 
anticipates that every individual 
manufacturer of building materials 
must sell aggressively to get his 
share of this potential business 
during the coming year. The in- 
creased output possible with the ex- 
panded mill production of the 
industry today can only be main- 
tained by strong constructive sell- 
ing,’”’ McMurray told the assembled 
sales force. 

“The production men of U. S. 
industry in recent years have made 
astounding records of production 
achievements, and with a world de- 
mand for almost everything that 
could be produced, sales depart- 
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ments have been pushed into the 
background. However, that situa- 
tion is changing very rapidly and 
only those companies who have 
effective sales organizations will 
survive the competitive markets of 
the future,’ McMurray concluded. 


PINE REGION FIR 


Association issues booklet to 
explain properties, uses, grades 


ISSUANCE of a comprehensive 
manual on the properties, uses and 
grades of Douglas Fir of the West- 
ern Pine region has been announced 
by the Western Pine association. 

The new publication is the third 
in a series of species books pub- 
lished by the association in the 
past year covering three of the 
Associated Woods of the Western 
Pine region. Others were on White 
Fir and Larch. 


The Douglas Fir book, contain- 
ing 52 illustrated 814x11” pages, is 
designed as a basic reference for 
builders, architects, dealers and 
wholesalers on a wood species rank- 
ing second in both supply and pro- 
duction volume in the 11-state re- 
gion. The most recent survey 
places the standing sawtimber in- 
ventory at 101,552,000,000 board 
feet. Production is averaging ap- 
proximately one billion feet per 
year. 


Full page pictures of typical 
pieces of each grade are accom- 
panied by text material describing 
the pictured examples together 
with a general outline of the grad- 
ing rules. Properties and uses sec- 
tions are illustrated with photo- 
graphs of Western Pine region 
Douglas Fir in use. Front and 
back covers are in four colors. 


Indexed, the book carries a list- 
ing of standard manufactured sizes 
and an alphabetic catalogue of uses 
of Douglas Fir and recommended 
grades therefor. 


Single copies of the Douglas Fir 
book are available without charge to 
all dealers, builders, architects and 
other lumber users and jobbers and 
may be secured by writing to the 
Western Pine Association, Yeon 
Building, Portland 4, Ore. Quota- 
tions on additional copies may be 
obtained from the association. 


BRICK APPRENTICES 


Institute continues effort to 
train more workers in industry 


THE number of the nation’s 
brickmason apprentices steadily in- 
creased during 1948, according to 
W. J. Goodwin, Jr., President of 
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ard Yes Sir! For 22 years famous KINZUA Ponderosa Pine 
~ has moved out to Kinzua customers under the banner— 
"Quality Guaranteed." 


ical 

.om- Year after year Kinzua Ponderosa has satisfied customers, 
oe: because it comes from uniform quality timber from Kin- 
tner 
rad- 
sec- in Kinzua's modern, completely equipped mill. Because 
10to- 
gion ss 7 ; : 
and it is graded strictly in accordance with Western Pine 


zua's Tree Farm. Because it is uniformly well-manufactured 
it is scientifically kiln-dried in Moore dry kilns. Because 


Association grading standards. 
list- 


sizes Make no mistake, Kinzua Lumber is satisfaction-giving 


uses 
ares lumber. 
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ge to 


LUA Straight or mixed cars, including 
and 


i our famous Ponderosa Pine “Archi- 
tect Designed” window and door 
frames, mouldings, packaged trim, 
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finish, bevel siding, ceiling, casing, Expertly-machined wide Pine clears, well illustrating the 
base li e and Fir generous size of much of Kinzua's ‘timber—stock finding 
x or ~ a ready demand. 








dimension and boards. 











eal KINZUA PINE MILLS COMPANY 
Tia KINZUA. OREGON 


it of © MEMBER NATIONAL DOOR MERS. ASSN. : MEMBER WESTERN PINE ASSOCIATION 
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BILL DING’S BUSINESS 
IS BUILDING BUSINESS! 


(G8) | Sue, Bun0 THAT HOME, 
YOU AND YOUR WIFE, 


\ OUT OF LIFE / 
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© LOCK TRADEMARKS. Inc 


(Actual size 
2 col. x 25%”) 


He is ready to go to work 
for you—to help you make 


1949 your banner year. 


Distinctive artwork . . . the kind 
that SECURES readership. 
Hard-hitting copy, hand-lettered 
for individuality .. . that SELLS 
all your services and merchan- 


dise. 


Wide coverage, including ads 
on: new homes, repairs, remod- 
eling, paints, roofing, insulation 
for both summer and winter, 
storm sash, kitchens, farm 
buildings, service, dependabil- 


ity, seasonal ads, holidays. 


Easy campaign to run. All materials and instructions assem- 


bled so your newspaper can do the entire job automatically, 


without your spending any more time than you wish. 


52-week dollar-making ad service for those who act now! Bill 


Ding works for only one building materials dealer in each city. 


Put this tested, low-cost advertising to work for you. Write 


for complete details NOW! 


Yes, 'm interested in Bill Ding. Send me complete details. 


Re RR ake Oe OPN 


Company 


Street Address 


CPCS HSCESEHPR OCH OCH ESTEE R OHHH OH OO DO 





TRADEMARKS« 


87 MADISON AVENUE*NEW YORK 16.NEW YORK 








NEWS aad TRENDS 


the Structural Clay Products Insti- 
tute. 


“In the first eleven months of 
last year, the number of young men 
in mason training rose from 9,582 
at the start of 1948, to 12,109, an 
increase of over 26 percent, accord- 
ing to records of the Bureau of Ap- 
prenticeship, U. S. Department of 
Labor. 


“Cooperation between labor and 
management in brickmasonry also 
rose during the same eleven month 
period,” Mr. Goodwin stated. 
“There were 379 joint apprentice- 
ship committees in mason training 
at the start of 1948. As of No- 
vember 30, there are 428 commit- 
tees in 46 states. These commit- 
tees are composed of construction, 
labor and contractors groups, under 
the joint sponsorship of the Gen- 
eral Contractors of America, Brick- 
layers, Masons and Plasterers In- 
ternational Union, Structural Clay 
Products Institute, National Asso- 
ciation of Home Builders and other 
industry organizations. 


“Two new committees for brick- 
layer training were formed during 
November, one in Stillwater, Okla- 
homa, and the other in Iron Range, 
Minnesota. 


“The training of these young ma- 
sons, most of them veterans, means 
more skilled building craftsmen for 
the construction of tomorrow’s 
homes, schools, commercial and in- 
dustrial structures,” Mr. Goodwin 
asserted. 


1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civic Audi- 
torium-Pantlind Hotel. 


February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 


February 8-9-10—IHinois Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 


February 9-10-11—Middle Atlantic Lumber- 
mens Association, Philadelphia, Pa., Bellevue- 
Stratford Hotel. 


February 9-10-11—Mountain States Lumber 
Dealers Assn., Denver, Colo., Shirley-Savoy 
Hotel. 


February 14-15-16—Lumber Merchants Assn. 
of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 

February 15-16-17—Wisconsin Retail Lumber- 
mens Association, Milwaukee, Wis., Milwau- 
kee Auditorium. 
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february 17-18—Virginia Building Material 
Association*, Richmond, Va., John Marshall 
Hotel. 


February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 


february 23-24-25—Nebraska Lumber Mer- 


chants Association, Omaha, Nebr., City Audi- 
torium. 


February 25-26—West Virginia Lumber & 
Builders’ Supply Dealers’ Association*, Wheel- 
ing, West Va., McClure Hotel. 


March 1-2-3—Indiana Lumber & Builders’ 
Supply Assn., Indianapolis, iInd., Murat 
Temple. 


March 10-11-12—Intermountain Lumber Deal- 
ers Association, Salt Lake City, Utah, Hotel 
Utah. 


March 14-15-16—Independent Retail Lumber 


Dealers Assn., Minneapolis, Minn., Hotel 
Radisson. 
March 16-17—Louisiana Building Material 


Dealers Assn., New Orleans, La., Jung Hotel. 
March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 

March 23, 24, 25—Carolina Lumber & Build- 
ing Supply Assn., Civie Auditorium, Asheville, 
N. C., George Vanderbilt, Battery Park 
March 24-25—Florida Lumber & Millwork 


' Association, Inc.*, St. Petersburg, Fla., Soreno 


Hotel. 

March 28, 29, 30—T Lumber, Mill- 
work and Supply Dealers Association; Knox- 
ville, Tenn.; Andrew Johnson Hotel 

April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 

April 7-8—New Jersey Lumbermens Associa- 
tion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
Lumber Assn., Los Angeles, Calif., Ambassa- 
dor Hotel. 

April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 

April 28-29-30—Tenn Lumber, Millwork 
& Supply Dealers Association, Andrew John- 
son Hotel, Knoxville, Tenn. 

May 6-7-8—Arizona Retail Lumber & Bldg. 
Supply Assn., Douglas, Ariz., Gadsden, Ariz. 
Note: Convention schedules for the following 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 
June 8-9-10—South Dakota Retail Lumber- 
men’s Association, Rapid City, $. D., Munici- 
pal Auditorium. 














“| always drive with tne emergency 
brake on just as a safety precaution” 


—— 
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Ch romtrim 


fi" sitent Salesman 
included in 
all-3 deals. 
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? This is it, Mr. Dealer! Plow into an 
avalanche of metal moulding profits . .. put 
a CHROMTRIM “silent salesman” to work! The 
proven success of the 8/60 Merchandiser has 
been phenomenal — now, CHROMTRIM offers a 
new, expandable Merchandiser unit which permits 
stores to match their sales program to their 
own qualifications. All new units accommodate 
12 tubes of CHROMTRIM; Start with a small 
stock of 6, 8 or use the maximum stock of 12 
tubes, 60 feet to the tube. This eye-catching 
Merchandiser unit takes up about as much floor 
space as a salesman .. . and it’s a hard-hitting 
salesman for you every hour of the day, whether 
you stock the 6/60, 8/60 or the 12/60 assortment. 


Chromtrim 12/60 Deal 


10 lengths each of the complete line of 12 T-I-Y shapes 
— plus one display unit and promotion aids including a 
3 color counter card 

List Price of 720 ft. of stock 

Dealer cost for complete 12/60 deal 


100% dealer profit on 12/60 deal 


Chromtrim 8/60 Deal 


10 lengths each of the original selection of T-I-Y shapes 
now being sold by more than 15,000 dealers — plus 
one display unit and promotional aids 
List Price of 480 ft. of stock 

Dealer cost for complete 8/60 deal 


59.50 
Dealer profit on original 8/60 deal 


Chromtrim 6/60 Deal | 


10 lengths each of 6 popular Chromtrim T-I-Y shapes 
— plus one display unit and promotional aids 


156.00 





105.00 





No. 60 


No. 
" List Price of 360 ft. of stock 69.60 
Dealer cost for complete 6/60 deal 39.95 


Dealer profit on original 6/60 deal 


Profits ahead! 100% dealer profit 
on all Chromtrim refills. 


Sold only through a nationwide 
distributor organization. 


295 Fifth Avenue New York 16, N. Y. 

Please ship me, through my regular distributor, 
8/60 [) 6/60 (1) Chromtrim Deal(s). 

Also send FREE copy of ‘Trim Ideas’’ and additional information on Chromtrim’s Deals and 
mat service. 


Write To Division AL-2 
.. complete 12/60 FJ 


Se 
Firm 














2 Plants going under the hammer! 


at PUBLIC 
AUCTION 


TUESDAY & WEDNESDAY 


FEB. 15-16, 1949 


MACHINERY, EQUIPMENT, 
LAND & BUILDINGS OF 


FROST 


VENEER & PLYWOOD CO. Inc. 
SHEBOYGAN, WIS. 


and continuing Thursday 


FEB. |7 TH 


MACHINERY, EQUIPMENT, 
LAND & BUILDINGS OF 


ANTIGO 


VENEER COMPANY 
ANTIGO, WIS. 


Buyers attending the sale at Sheboygan will be 
provided with free transportation to the sale at 
Antigo. 











MODERN — HIGH GRADE 
WOODWORKING 
PLYWOOD 
VENEER 
MANUFACTURING 
MACHINERY 
& EQUIPMENT 


Large Inventory 


LOGS 
LUMBER 
PLYWOOD 
VENEERS & 
RAW MATERIAL 
z= 


REAL ESTATE 


The Sheboygan Plant consists of approximately 
120,000 sq. ft. of joined one, two and three story 
brick and mill constructed buildings on the shore 
of Lake Michigan in the heart of Sheboygan with 
ample vacant for expansion and yard storage, 
switch tracks and railroad sidings. 


The Antigo plant has approximately 23,400 sq. ft. 
under roof and is situated on two city block ex- 
tending from Virginia St. to Spring Brook between 
Second Avenue and Third Avenue. 


Excellent facilities and ample skilled labor avail- 
able at both plants. 





Land & Buildings Will Be Sold for Immediate Possession! 
Machinery & Equipment for Immediate Delivery! 


Free Illustrated Descriptive Circular Mailed on Request — Write or Wire 


SAMUEL L. WINTERNITZ & CO. 


Auctioneers * Liquidators * Appraisers 


First National Bank Building — Chicago 3, Ill. 
Detroit * Indianapolis 
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THE NEXT GENERATION SPEAKS 


Those who have qualms about what the youth 
of today will do when they encounter the chal- 
lenges of tomorrow will be gratified to read an 
editorial written by a student of Maine Town- 
ship High School in the school paper “The 
Pioneer.” 


Mr. Hayes writes: 


“What kind of a future have we teenagers to 
look forward to? It is we who will make the 
supreme sacrifice should war be necessary. It 
is we, the teenagers, who are inheriting the 
heavy financial burden of high taxes and big 
public debt. It is we who may soon live under 
a system of government void of individual op- 
portunity. It is we who must sit back and watch 
a system of class warfare being developed for 
political purposes. It is we, the teenagers, who 
may look forward to a life of working for the 
government. 


“We are living under a NEW system that is 
fast reaching the serious stage; a system that is 
eating the vitals of American strength and 
leadership in the whole world. A system which 
pits class against class, labor against business, 
race against race. It dissipates leadership and 
creates doubt for our case before the world 
citizenry. 


“We are now living under a system of mod- 
erate socialism. We have never known anything 
else. Our schools and colleges are filled with 
so-called liberals and radicals who are indoc- 
trinating us with this foreign philosophy. We 
do not know how America was under any other 
system; we must take another’s word for it. 


“Our traditional free enterprise system in 
America has vanished. For 16 years this coun- 
try has undergone sweeping economic and social 
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changes. Government is no longer the servant 
of its people; it is their master. 


“During the campaign in our recent national 
election, a basic principle was emphasized 
which encourages economic and social civil 
warfare. This affects us teenagers who are pre- 
paring ourselves for the responsibilities of adult 
life. Are we to receive equal opportunity for 
success ? 

“The fight to preserve world peace and in- 
dividual freedom falls on our shoulders. We 
ask for the preservation of the same opportunity 
of freedom of ambition which our forefathers 
have enjoyed and which has made us the great- 
est nation in the world. 


“As students today, let us resolve that we 
shall not become confused or involved in this 
class warfare. As tomorrow’s citizens we shall 
remain respectful of each other as human 
beings. 

“This is American enterprise. It is dedicated 
to our future. Let us unite in fighting to pre- 
serve it and not become confused by the be- 
wilderment of our elders in these perilous 


times.” 
* * * 


If the leaders of the on-coming generation 
think in these terms, our country—and the 
world—will be in good hands. 





_ 


EpITor. 
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Watch! Look! Listen! ' y . 
The Upson Company in 1949 will begin one of {by ., 
the biggest promotion programs in its history y/ ee we 
with 122,000,000, yes 122 million advertise- % y he b) 
ments in national consumer magazines. And , SN y < < 
more millions of advertisements to builders, “a e “NN 
contractors and architects. 2 
Beyond all question—1949 can be one of 
your best years for sales of Upson Laminated la 
Panels! For good advertising not only creates ‘ 
business. It directs business, too. kt, © 
Watch for your Upson Representative! Look RS xy " 
at what he has to show you! Listen to his plan! ‘\ S EL 
Then make your plans to keep in step with | “ 
Upson in 1949! : 
UPSON THE UPSON COMPANY aes 
LAMINATED Upson Point, Lockport, New York ay “oe 
PA NELS DEAI 
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Easily Identified By 





the Famous BLUE Center 
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FOURTEEN of the 16 T. M. Deal line-yard stores have been remodeled. One of the 
latest is the Dodge City, Kan. store managed by J. E. (Jim) Collier for the past 31 
years. The evolution of the type of materials handled by the store in that 31-year span 
is indicated by these pictures of the exterior and the change in name from the T. M. 
Deal Lumber Co. to Deal’s Building Store. As a part of the modernization program, 
yard driveways were covered for complete protection of materials while loading and 
unloading and cement sidewalks were built for convenience of customers and employes. 
The two contrasting pictures of the exterior show the way the store and yard looked 
in 1916 and the way it looks today. 





MILLWORK, siding, roofing and window displays occupy one corner of the store. 
Note the display of swivel-mounted doors—an attractive exhibit that makes it easy for 
“if you ask me,” says little Mrs Housewife, “Ill tell you obout rec! housewores ? . . . e ° ° 

wales. Ss look ot the bergsins fated here—ond ot the bonom ofthis od is the a customer to make his selection with the least effort. Related building materials are 


plote to get them. ‘Thot's my store. * 


a displayed close together in the remodeled store. 
pes >" 1 ALUMINUMWARE 
} 
Go| 8.71) wz 
od nN < hes . of one 
Cast Iron Skillet ¥. — nomial, tony 
10',-Inch Gouble-lipped skillet 4 - 
in weed aa 129 We ge © Sauce Pan .. 
fatltacthets on none L- — * Tea Kettles _ 2.98 
IRONING BOARD F x E E 


Light weight folding troning 





No Purchase Necessary 














Genuine 
“Fire-King” 
GLASS OVEN-PROOF 


PIE PLATE 


Ne Obligation — Nothing to Boy — Come Early 
CANNISTER SET Supply Limited — Adults Only 


A deautiful 4-plece metal can- 
ister set. Gets available in at~ 


ma 98 Prices good July 28 to 31 


PS BUILDING STORE 
US — WALLPAPER, chinaware, sporting goods and cooking utensils have been added to 


ye PT the regular line of building materials to make the new merchandising establishment 

more of a department-store type. In addition to shelf and wall displays, five three- 
tiered islands with storage space beneath, allow ample room for attractive displays of 
impulse items. Note the recessed displays of carpenters’ tools and miscellaneous sport- 
housewives. ing goods. Traffic aisles are rubber matted. 























DEAL’S newspaper advertising caters to 


‘ BUILDING Propucts MERCHANDISER 25 





is floodlighted at night. is a he 
actuall 
which 


NEWEST OF CHICAGO'S mod- In 1 
ern building materials stores islands 


is Gee Lumber & Coal Co. De- below, 
signed to make the best use of the of ite 
sun’s rays the new store, on the walk-ir 
. . ° e itipa : —_ “ ¥ t , 
Chicago’s newest building materials store, operated by Gee ee = atghooe a pee 
Lumber & Coal Co., sells everything from a dish pan to a ___ mits the sun to come within seven depart: 
new house. Imposing plant comprises two stores in one: de- inches of the ge Tong a hold 3 
op eye ° In Summer an ree ins 
partment store exhibiting hundreds of household items and elias 


7 7 the store in winter. other | 
separate “lumber store’ where customers may shop for 


€ Se GRE ! oe the bu 
store ( 
Invitation to shop is stimulated by large open front and extensive parking area which from t 


shoppi 
Serv 
Lumbe 


The new Gee operation is really 


bargains two stores in one. In addition to 


Store display area (top, left) is 80 x 70, and the connecting ally advertised lines. This neat display adjoins the builders Kitch 
warehouse is 302 feet long. Overall view of store interior (top, hardware exhibit (right) which is a new department for Gee es 
right) indicates size of display area. Store is completely air Lumber & Coal Co. The department is given good play in the 
conditioned. Tool display (left below) includes several nation- new store. 


large d 
wares ( 
Dozens 
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the building materials department 
store (80x70), stocking everything 
from thermos jugs to stokers, there 
is a heated lumber store (24x60), 
actually a part of the warehouse 
which is 302 feet long. 

In the main store 10 self-fed 
islands (5x15), with storage space 
below, are stocked with hundreds 
of items demanded by consumer 
walk-in trade which constitutes be- 
tween 50 and 60 percent of the 
store’s business. Each island is 
departmentalized with light appli- 
ances, electrical accessories, house- 
hold items, paint sundries and 
other products segregated for easy 
shopping. 

Serving a 25-mile radius, Gee 
Lumber & Coal Co. is located in a 


Kitchens and kitchen cabinets (top, left) are emphasized by a 
large display area just inside the store entrance. Household 
wares (top, right) are intended to stimulate impulse buying. 
Dozens of household items are displayed on this single island. 


BuILDING PropucTts MERCHANDISER 


Gee Lumber & Coal Co. is a family or- 
ganization. Three brothers manage the 
business and Edward Gee, Jr., son of the 
president, is learning how. First row, 
left to right, James and Edward Gee, Sr.; 
standing, another brother, Joe, and Ed- 
ward Gee, Jr. 


fast-growing section of the city. 
The store is open two nights each 
week, and the large floodlighted 
parking area is a decided induce- 
ment to motorists. Saturday’s store 
traffic calls for a dozen floor sales- 
men including four in the hard- 
ware department, a new depart- 
ment for the Gee organization. Im- 


pulse buying is encouraged by the 
many items on open display. How- 
ever, the Gee organization offers 
complete service to the prospective 
home owner and remodeler from 
custom plans through financing. 

Newspaper advertising, to the ex- 
tent of full pages in the metropoli- 
tan papers, is being used exten- 
sively to establish the location of 
the new store and its numerous 
items and services in the public 
mind. 

Building materials sold by the 
company, particularly lumber and 
plywood, have been used effectively, 
both decoratively and _ saleswise, 
throughout the store _ interior. 
Many building materials dealers 
who are considering a new store, 


Electrical accessories (left below) —wiring, floor plugs, batter- 
ies and similar items, are allowed an entire island. Light ap- 


pliances (right below) are given a full island. Handling heavy 
appliances is still being considered. 








Paint sundries are given a big play by 
island and special rack. Paint shelves are 
easily visible from the sundry island. 


or remodeling their present estab- 
lishment, have visited the Gee plant. 
They find a store carefully designed 
to allow department heads complete 
visibility of the operating area un- 
der their respective supervision. 
The heads of the shipping and coal 
departments, for example, have full 





Example of the widespread use of manu- 
facturer’s sales aids is seen in this metal 
trim exhibit. 


view of the outside activities of 
their departments without leaving 
their offices. Throughout the store 





Mechanical equipment speeds handling in 
both the yard and warehouse which was 
designed for the use of such equipment. 


is seen the effective use of point- 
of-sale helps ranging from placards 
to floor display units. 

Gee Lumber & Coal Co. is man- 
aged by three brothers — Edward, 
Joseph and James, while Edward 
Gee, Jr., son of the firm’s president, 
is learning the business. 


Bargain Hunters Stop Here 


Gee’s “lumber store” with numerous priced-marked items has 


“SERVE YOURSELF is the un- 
written motto of Gee Lumber & 
Coal Company’s lumber store. Cus- 
tomers are encouraged to shop 
around the lumber store, a 24x60 
section of the 302-foot long ware- 
house, just as they would the main 
building materials store with which 
it is connected. 


Here is what Gee does to encour- 
age customer shopping in the lum- 
ber store: 


1. Price-mark every possible 
item — millwork, lumber, hard- 
boards, etc. Many items are price 
marked already; the goal is all re- 
tail sales items. “Specials Today” 
encourage the bargain hunter. Sev- 
eral of these signs are seen around 
the store; each sign gives pertinent 
information—size, finish and price. 


2. Service — both personal and 
equipment. Several yard men are 
on the job to sell lumber store cus- 
tomers. Electrical outlets permit 
the use of portable saws through- 
out the lumber store. The shop for 
custom millwork is just off the 
store floor. Although customers are 
not admitted to the shop, a large 


28 


steady stream of buying customers 


plate glass window permits a full 
view for the customer “shop super- 
intendents.” Top carriers are 
loaned motorists who drive into the 
lumber store to pick up and deliver 
for themselves. 

3. The lumber store is heated— 





Women are traditionally great bargain 
hunters. The lumber store features many 
specials like the flush doors being shown 
by Herman Loescher. 








Customers have an opportunity to ap- 
pease their curiosity regarding Gee’s 
custom woodworking shop through this 
plate glass window dividing lumber store 
and shop. 


although not to main store tempera- 
ture, yet sufficiently to make shop- 
ping a pleasure. 


The success of this merchandis- 
ing innovation is indicated by the 
increasing number of shoppers, 
women included, patronizing the 
Gee lumber store. 
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BUILDERS HARDWARE ROOM IS BOON TO CONTRACTORS 


Selling is made easier with unusual conference-salesroom 


Builders hardware is given spe- 
cial emphasis at the Doud Lumber 
Co., San Jose, Calif., with a com- 
bination display and conference 
room where samples of both build- 











ers and cabinet hardware make an 
attractive exhibit. 

The idea behind the display room, 
according to Manager Lee Doud, 
is to have a special room for the 
use of con- 
tractors, archi- 
tects and pros- 
pective home 
owners. 

‘“*‘We believe 
that the pros- 
pective home 
owner is. be- 
coming  in- 
creasingly 
choosy in the 
selection of 
hardware. That 
is one reason 
we established 
our builders 
hardware dis- 
play room.” 


UNUSUAL FENCE DISPLAY IS A SILENT SALESMAN 


California dealer arouses interest with working exhibit 


Many dealers find that the best 
way to sell building materials is to 
incorporate them in their own store, 
warehouse and yard. It is easier to 
sell any item that is actively demon- 
strated. 

The Myrtle Avenue Lumber Co., 
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Monrovia, Calif., has not only 
utilized its materials for the dual 
purpose of construction and display 
in its new store, but carried this 
same theme into its yard display. 

The display fences utilized here 
are constructed with six types of 
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SIX STYLES OF FENCING are represented in this special yard display by California dealer. 





KEY COUNTER PLEASES 
CONTRACTORS, CONSUMERS 


Chicago store offers 
new service department 


When Gee Lumber & Coal Co. 
opened its new store in Chicago, it 
provided for a special key counter, 
a department rarely found in most 
building materials stores. 

This counter, just inside one of 
the store entrances, adjoins the 
builders hardware department, a 
brand-new department in the Gee 
organization. 





KEY COUNTER offers unusual. service 


to consumer customers and contractors. 


President Edward Gee says the 
key counter is more of an accomo- 
dation than a profit department. 
Activity at the counter is depen- 
dent on strong store traffic. The 
counter has already proved a great 
help to contractors who want doors 
keyed alike and motorists who stop 
at the counter to have an extra set 
of car keys made. 

The fee is 25c for a cylinder key 
and 20c for a bit key. 





fencing. Each is made from stock 
lumber in different patterns. The 
fence, painted an attractive cream, 
is four feet high. 

Besides its effectiveness as a 
silent salesman, the six types of 
fencing in attractive designs serve 
as an eye stopper for passing 
traffic. 












SALE 


Get Ready for 
The Spring Harvest 


Bigger dollar profits in lawn and garden equipment await the 

enterprising dealer who makes the most of manufacturer aids; 

garden fools, picnicking supplies, seeds—these are just a few 

of the scores of companion items that almost sell themselves if 
properly displayed and advertised 


T’S TIME, believe it or not, to 
start thinking about spring. 
Your customer is! Listen to his 
conversation—baseball talk . . . va- 
cation plans ... gardening. That 
is where you, as an alert building 
products dealer, break in with some 
pertinent remarks. 

Tell your spring-fever customer 
about your plans to carry just the 
items he needs to make his luxuri- 
ant lawn the envy of his neighbors; 
seeds—garden and lawn; all kinds 
of garden and lawn tools to do the 
job. And while you’re at it, why 
not mention your expanded line of 
outdoor fireplaces, steak broilers, 
vacuum jugs and other items that 


the picknicker will want at the first 
sign of warm weather. 


TREMENDOUS SALES POTENTIAL 


THIS sales potential is not wish- 
ful thinking. Just recall for a 
moment the after-work and week- 
end picnic parties; the amateur 
gardeners you have seen in action; 
the puttering about the premises— 
hedges, lawns and backyards—that 
goes on all season. A big volume 
of this business belongs to you. Are 
you getting it? 

Never have alert dealers been in 
a better position geographically to 
capitalize on this market. Con- 
fronted with parking problems, 


OUTDOOR DISPLAY has a double purpose: it catches the customer’s eye, shows 


him how the trellis, fence or outdoor fireplace will look in his own backyard. 


aA 
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Fence Company of America 

WOOD FENCING—rustic, picket and 

other styles make attractive outdoor dis- 
plays. 





This is the third in a series of 
point-of-sale articles. Subsequent 
articles will discuss other major lines 
that you handle. Watch for them! 
Every one will offer practical hints 
to help you build sales in these de- 
partments. 





customers willingly drive a few 
more blocks for adequate parking 
space. This places you in an excel- 
lent position to capture this lawn 
and garden trade. But you still 
have to capture it! 

Many building products dealers 
have always carried a miscellane- 


_ ous line of garden tools to satisfy 


ee a 


the casual customer. Likely as not 


a ain 
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Photo courtesy O. M. Scott & Sons Co. 


these tools were kept in the rear 
of the store, even in the ware- 
house. Today’s merchandising- 
minded dealer knows better than 
that. He knows that it is much 
easier to sell an item that can be 
seen. This axiom is truer of 
garden tools than staples like paint 
and lumber. 


Proper display is vital. Stream- 
ers, posters, display racks, litera- 
ture (How to Make a Lawn, etc.) 
are just a few of the manufactur- 
ers’ aids that the dealer can use at 
point of sale. A neat display rack 
featuring lawn and garden tools 
should .be placed near the store 
entrance. Related items — lawn 
mowers, sprinklers, wheelbarrows, 
garden hose, etc. — should be 
grouped nearby. The sales volume 
of your lawn and garden depart- 
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Photo courtesy Vaughan’s Seed Store 


SEEDS—both lawn and garden attract women as well as men, help create a walk-in 
trade that leads to numerous companion items. The excellent display illustrated (left) 
was featured at Ketchum Builders Supply Co., Salt Lake City. 





Why Lawn and Garden Trade is 
Good Business 


1) Appeals to women as well as men. 
2) Encourages walk-in trade. 


3) Leads to sales of numerous com- 
panion items. 


4) Builds good will. 





ment can be multiplied many times 
by effective grouping of countless 
items. 


ONE ITEM SELLS ANOTHER 


A MAN who comes in for a lawn 
mower is a natural for garden hose, 
rakes, grass shears and numerous 
other items. Carefully-worked-out 
displays not only remind the busy 
salesmen of profit opportunities 


DISPLAY OF GARDEN AND LAWN TOOLS should be at eye level, preferably 
near the store entrance. One man should be assigned to keep the display orderly. 
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while making a sale, but serve as 
silent salesmen at all times. 


Seeds—lawn and garden—are be- 
coming increasingly important 
items in this seasonal department. 
Speaking about seeds, one big west- 
ern building materials dealer told 
AL&BPM: 


“We never handled lawn seed 
until last year, nor have we gone 
for anything in a big way outside 
of building materials until this 
item came along. We believe we 
did a good job for the first year. 
Our purchases amounted to $1,200. 
Customer acceptance was very 
good. Most of our sales were for 
small quantities and the customer 
bought other materials when he 
came in; he also came back for 
more seed. This year we hope to 
increase our sales of this item.” 

One man, perhaps your store 
janitor, should be assigned to keep 
lawn and garden displays neat and 
clean. Few exhibits look worse 
when not properly maintained. 


OUTDOOR DISPLAYS IMPORTANT 


WHENEVER possible, dealers 
should maintain outdoor as well 
as indoor displays. The outdoor 
display will not only attract favor- 
able attention from motorists and 
pedestrians, but will also show the 
customer how his purchase will look 
when placed in his own backyard. 
This is particularly true of trellises, 
fencing, lawn furniture, outdoor 
fireplaces and playground equip- 
ment. Outdoor displays should be 
spotlighted at night. 


Advertising—newspaper and di- 
rect mail—should be used to tell 
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your customers about this seasonal 
department. Point out the new 
items you have added to afford 
them pleasure in beautifying their 
property and pride in the result. 
This is a good chance to appeal to 
the natural pride of the home- 
owner. See that selling copy is in- 
terspersed with gardening hints— 
copy that will convince your cus- 
tomer that you can offer helpful 
advice at the sales source. 


Your salesman must be trained 
not only to sell the lead items in 
this department and the campanion 
items that swell sales volume, but 
they must have sufficient product 
knowledge to answer the everyday 
questions about lawn care, seeds, 
shrubbery, etc. Here, again, serv- 
ice in the form of helpful advice 
should go hand-in-hand with sales. 


In most sections of the country, 
retail sales of lawn and garden 
equipment start about March 1. 
Now is the time to place your or- 
der, to assure yourself increasing 
profits in this important seasonal 
department. 


CREED BROS., Peekskill, N. Y., is awake to the sales opportunities in this field as 


evidenced by their advertising. See how this firm utilizes both institutional and sales 


copy effectively. Note how featured items in sales copy also play up prices. 








| WHEN a WAKES-UP 
| j Opin YOUR 





| | Creed's Hardware Dept. Suggest These Garden and Lawn Supplies 





! SPECIAL OFFER ! 
HY-GRO 13-26-13 SOLUBLE PLANT FERTILIZER 
FREE - 3 oz. Jar With Every Garden Tool Purchase of $1 or More 





LAWN MOWERS | WHEEL BARROWS 


Sipco 
Bectric 


Hedge 
Trimmers 


LAWN RAKES trom $1.29 
CULTIVATORS . . . trom 98 

















Do You Stock These Lawn and Garden Items? 


Tools and Machinery 


Lawn mowers (hand) 
Power mowers 
Hedge trimmers 
Wheelbarrows 
Rubbish burners 
Shovels 

Rakes 
Cultivators 
Lawn rakes 
Garden rakes 
Spades 

Trowels 
Sprayers 
Weeders 
Garden carts 
Lawn rollers 
Lawn hose 

Turf edgers 
Grass shears 
Forks 

















Outdoor Fireplaces and 
Equipment 


Steak broilers 
Grilles 

Camp stoves 
Picnic kits 
Vacuum jugs 
Barbecue pits 
Forks 

Ovens 


SS 
ee er 


Fences, Gates and Posts 


( ) Trellis 

( ) Wire fencing 

{ ) Picket fencing 

{ ) Post hole diggers 


Garden Equipment and 
Furniture 


( Sun dials 

( Window boxes 

( Arbors 

( Bird baths 

( Revolving clothes dryers 
( Sprinklers 

( Umbrellas (sun) 


Grass and Lawn Seeds 


) Alfalfa 

) Kentucky blue grass 
) Red clover 

) Red top 

) Rye 

) Shady mix 

) White clover 


( 
{ 
( 
{ 
( 
{ 
( 


Lawn Games 


Archery sets 
Badminton sets 
Croquet sets 

Lawn tennis equipment 


Tools and Machinery 


) Lawn mowers (hand) 
) Power mowers 

) Hedge trimmers 

) Wheelbarrows 

) Rubbish burners 








Creed Scys: 


‘IT’S A BROAD 
STATEMENT’ 


With the 
coming of 
spring the 
Primary 
thought in 
everyone’s 
mind is 
getting out 
into the § 
open. There 
are lawns 
to be mow- 
ed, hedges to be trimmed, gar- 
dens to be planted,—AND— 
STEAKS TO BE BROILED!!! 


Well, we have mowers for 
the lawns, shears and clectric 
trimmers for the hedges and 
shrubs, and numerous amounts 
of gardening implements. But, 
what we are primarily inter- 
ested in right now are those 
STEAKS. 


For your eating pleasure, 
may we present the “OUT- 
DOOR OVEN FIREPLACE”. 
With its patented Heat Con- 
trol, large Baking Oven, ad- 
justable Grates and Griils, 
built-in Smoke Control, and its 
simplicity of installation, this 
unit makes the ideal outdoor 
cookery. 


Dick Creed 


It comes completely assent- 
bled, ready for immediate use. 
Or, if so desired, anyone car 
enclose the unit with fie? 
stone, brick. -or any tyne ma- 
sonry to blend with the at- 
mosphere of your outdoor “din- 
ing room” Come have a look. 

Hmm-hmm!! I can smell 
those steaks now!? 


Yours for Better Homes, 








January 29, 1949, AMERICAN LUMBERMAN & 
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— | Portland Cement ===" | Pact and 
MILLIONS OF BARRELS 
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a a ie * Production records in the building 
7 . 
suet .S ‘ material field and what they 
—_ | mean to the dealer in the coming 
| months. 
Monthly Average Sets swt reais ses ON Dl FMAM TOA SOND | 
1939 1947 1946 1947 1948 
L eswrd Vso") SOURCE Burege of Mints October production of cement (19.3 mil- 
lion barrels) set an all-time high record for 
any month. This record was 4 percent over 
the previous month and 6 percent over Octo- 
ber, 1947. With production at record levels, 
. — and assuming the normal trend to rebuild 
Cast Iron Soil Pipe re DEPARTMENT OF COMMERCE stocks during the winter, the stock of 
(Including Fittings) Sf eee cement on hand at the start of the 1949 
THOUSANDS OF TONS building season should be higher than the 
80 oun onan | corresponding period in 1948. There are 


bound to be local shortages due to distribu- 
tion, but there should be enough cement to 
meet demand. 





Heating equipment: Stocks of most 
items are considerably higher than a 
year ago and should be in adequate 
supply for 1949. 





The unfilled orders for soil pipe are 
higher now than a year ago. This despite 
an 18 percent increase in production be- 
tween October, 1947 and October, 1948. Soil 
pipe will continue to show spotty shortages 
for some months to come. 





Softwood plywood: Every indica- 
tion this is about over the production 
hump. Much better supply picture in 
1949 but prices will still be relatively 
high. 





October production of brick was the high- 
est monthly production in any month during 
the nearly 10 years for which monthly 
figures have been available. 1948 saw a rec- 
ord use of brick in both home and commer- 
cial construction so that stocks, at best, held 
about even or lost slightly. There will, how- 
ever, be no shortage of brick in 1949. 





Hardwood flooring: Production is 
about 5 percent over a year ago and 
slowly catching up with demand, will 
continue to be as close to a seller’s 
market as any product in the building 
picture. 
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News of National Interest from Organized Dealer Groups 








KENTUCKY DEALERS MEET 
AL&BPM survey shows retailers 
are progressive merchandizers 

Under the able guidance of Sam 
Crump, 1948 president, and Don 
Campbell, Secretary, the Kentucky 
Retail Lumber Dealers Association 
44th annual convention, meeting at 
Louisville on January 11-12-13, 
stressed market, merchandising and 
credit problems that will confront 
the retail lumber dealer in 1949. 

A survey on selling practices, 
conducted by the association and 
AL&BPM, show Kentucky dealers 
are among the nation’s leaders in 
progressive merchandising prac- 
tices. 





35 percent of the dealers answer- 
ing the survey take contracts di- 
rectly with the consumer to furnish 
completed homes. This package 
selling of housing by the dealer is 
a long step forward in the mer- 
chandising of building materials, 
and a vast improvement over pre- 
war conditions. Many other deal- 
ers indicated they are now handling 
remodeling and improvement con- 
tracts on the same basis. 

Blaine Fulton, Weingartner Lum- 
ber company, Newport, Ky., was 
elected president for 1949 and Ben 
P,. Eubank, Eubank Lumber com- 
pany, Lexington, Ky., was elected 
vice-president. 


In photo (left) Sam Adkins, of the Louisville Courier-Journal, addresses guests at 

banquet in honor of past presidents and directors. New elected officials also attended. 

In right hand photo are, left to right, Blaine Fulton, Weingartner Lumber company, 

Newport, president for 1949; Ben P. Eubank, Eubank Lumber company, Lexington, 

newly elected vice-president; and Sam W. Crump, 1948 president, who presided at this 
year’s convention. 





GROUP INSURANCE 
Wisc. Association paper states 
case for their plan this way 

1. True group insurance is not 
available to most of you and your 
employees unless the Association 
does sponsor a plan for you. Most 
of you simply do not have enough 
employees to qualify for the best 
rates and coverages. 

2. Because it is a mass purchase 
involving many hundreds of groups 
and many thousands of employees, 
our Association plan is based on a 
very large risk spread and should 
be more liberal and more econom- 
ical than any plan which you can 
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purchase by yourself. This plan is 
subject to rate refunds, dividends 
or increased benefits on the basis 
of claim experience with the As- 
sociation. All rate refunds or divi- 
dends will be returned to each em- 
ployer in proportion to his com- 
panys share of the total premium. 

3. When the Association selected 
the group insurance plan we in- 
sisted on a quality coverage which 
we felt would provide the best pos- 
sible balance of benefits at a price 
which each employee could afford 
to pay. After selecting our plan 
we had a number of riders added 
to make this plan as complete as 


possible. By depending on the As- 
sociation plan you have the assur- 
ance of a good coverage which wii 
keep your employees and their 
families satisfied. 

4. An Association plan should 
provide superior service. We se- 
lected our underwriters on the 
basis of services they would be able 
to render our members and their 
employees. The servicemen and 
office staff of the Louis Rathman 
Agency, Inc. are directly respons- 
ible to you and to your Association 
for the settlement of all claims and 


all service. 


from Our Little Newspaper, Wisconsin 
Retail Lumbermens Association 


MINNEAPOLIS CONVENTION 


Dealers foresee less sales 
but good business year ahead 

THE 59th annual convention of 
the Northwestern Lumberman’s 
Association, held in the city audi- 
torium, Minneapolis, on January 
10-11-12 stressed dealer problems 
in 1949. 

It was generally conceded a buy- 
er’s market is here in many prod- 
ucts and just around the corner in 
most others. Few dealers expected 
an increase in sales and most looked 
for a slackening off in the home 
market. It was conceded tighten- 
ing credits mean the dealer will 
have to offer more planned service 
in the coming months. Speakers 
stressed the sales problems ahead. 

“The business outlook is. still 
good, however,” according to Ward 
D. Briggs, Fargo, N. D., 1948 asso- 
ciation president, “since the dollar 
volume of 1948 business was the 
highest in history by 24 percent.” 

Briggs outlined for the group the 
three major problems facing the re- 
tail lumber business: 

Higher costs in hard goods, sheet- 


R. V. PORTER, president of Northwest- 


ern Lumbermans Association for 1949. 


January 29, 1990, AMERICAN LUMBERMAN ©&% 
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yock, cement, etc., due to the re- 
cent supreme court decision outlaw- 
ing the basing point price system. 

A proposed amendment to the 
federal reserve board’s credit regu- 
jation that would -restrict property 
improvement loans. 

The growth of tax-free co-opera- 
tives, “whose tentacles reach into 
every type of business, sucking the 
life-blood from every taxpaying 
business while they grow and pros- 
per without paying one cent in fed- 
eral income tax,” according to 
Briggs. 

Before convening, the dealers 
elected R. V. Porter, Oskaloosa, 
Iowa, president for 1949. 

Robert Kemerer, Minneapolis, 
was elected treasurer. W. H. Ba- 
deaux, Minneapolis, was re-elected 
secretary. 


DEALER ADVICE 


Friends can be our 
best advertisement 


“A Customer, in reality, is a good 
friend . . . or should be,” said the 
lumber dealer as the conversation 
turned to ways and means for meet- 
ing the competition of mail order 
houses and big chains. 


“That is one of the big problems 
of the mail order houses,” he con- 
tinued. “They are wholly imper- 
sonal and their appeal to the con- 
suming public is largely due to the 
wide variety of goods and services 
available through a single source. 
It has always been my policy to im- 
press upon my employees that their 
success is determined by their abil- 
ity to make friends and that ap- 
plies to every person in my estab- 
lishment. At regular intervals I get 
them together and hammer away 
on this same _ subject — ‘handle 
every customer so that he becomes 
your friend and a friend of the 
company!’ Then I relate incidents 
to show how it works ... and I 
have plenty of examples to draw 
from. People are always going out 
of their way to tell me how well 
they have been treated by some 
employee. 

“It’s as simple as all that. The 
contrast between the friendly con- 
tact at my yard and the impersonal 
sale at the mail order house or the 
chain store is so great that it be- 
comes a tremendous asset. 

“Once you make a friend he’ll go 
out of his way to give you his busi- 
ness. Show him how much you ap- 
preciate his trade and you'll never 
have to worry much about keeping 
his business.” 


1 INFORMATION, Mountain States 
Lumber Dealers Association 
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Kimberly-Clark Dealer Survey 





CARL S. MARTY, business analyst for 
Kimberly-Clark Corp., manufacturers of 
insulation, interprets dealer survey for 
audience at 59th annual convention of 
Northwestern Lumbermen’s Association 
in Minneapolis. 


Analyst predicts bigger stocks, smaller markets in ‘49 


SURVEY of northwest lumber 
dealers by the Kimberly-Clark 
Corp., manufacturers of insulation, 
indicates there will be adequate 
supplies of lumber, roofing and 
hardware for construction purposes 
in 1949. 

In reporting results of the sur- 
vey at the 59th annual convention 
of the Northwestern Lumberman’s 
Association, in Minneapolis, Carl 
S. Marty, Kimberley-Clark busi- 
ness analyst, pointed out there is a 
growing buyer’s market in these 
products. The accompanying chart 
reflects dealer interpretation of 
current market conditions. 

Nearly half of the dealers sur- 
veyed believed that the dollar vol- 


ume of new construction will de- 
crease in 1949. Less than 10 percent 
predicted an increase. Dealer pre- 
dictions on 1949 construction were 
as follows: 

New residential construction: 
decrease, 47.8 percent; same, 43.8 
percent; increase, 8.4 percent. 

Modernization and repair: de- 
crease, 26.1 percent; same, 54.6 
percent; increase, 19.1 percent. 

Marty told the dealers that they 
must start offering planning assist- 
ance to their customers to keep 
sales at their present high level. 
Mortgage money in 1949, he 
warned, will be available only for 
conservative residential construc- 
tion loans. 





Northwestern Market Survey 


The following chart shows the dealer answers to the question: In which order seems 
to be the way your customers are thinking today before they buy the following prod- 


ucts from you? 


70 % 
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The percent in each instance represents the percent of total dealers reporting each 
kind of market shown. “A” represents “buyers” market; “B” a “trading” market; 


and “C” a “sellers” market. 
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SELLING IS SERVING 


One of the best salesmen we know, 
told us recently he is going to 
emerge from the prolonged seller’s 
market a better salesman than when 
he began, a fact that is so unusual 
we frankly stated our disbelief. 

“When I received my quotas,” he 
explained, “I paid little attention to 
the ‘easy’ items. All my customers 
were looking for them. I could sell 
them over the telephone without leav- 
ing home. Instead I concentrated on 
the ‘hard’ items. I checked each 
dealer on my customer-list and tried 
to figure out some way he could use 
them profitably. I did the same thing 
with his customers ... the key users 
of lumber in his area. I was able to 
adapt this stock to their needs in a 
way that not only enabled them to do 
a better job but gave them an ade- 
quate, immediate supply of material. 
The result was highly satisfactory to 
all parties concerned including the 
ultimate consumer.” 


* * %* 


A company is the sum total of 
its personnel. Every employe 
exerts influence for better or 


for worse. 
* * ® 


ZERO ZERO 


Dr. Kenneth McFarland tells of the 
athlete who wasn’t doing so well in 
his studies—a fact which was proved 
conclusively when it came to the se- 
mester exams which ended disastrous- 
ly for the season’s star fullback. 

“T don’t think I deserve this zero,” 
protested the athlete. “Neither do I 
but it happens to be the lowest grade 
we have,” replied the professor with 
engaging frankness. 


“How much can you let me 
have?” is now being replaced 
by “How much does it cost?” 


END USE OF RAW MATERIAL 


The closer you can come to selling 
the end use of lumber or anything 
else, the better your chance for mak- 
ing a satisfactory profit. 

Proof of the pudding: Take your 
position on the busiest corner in 
town, displaying the best piece of 
lumber in your yard, marked down to 
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., MERCHANDISING 
CLINIC 


half what it cost you. Try and in- 
terest those who pass. Then look 
into the show window of the nearest 
department store and notice a lower 
grade of the same species made into 
unpainted furniture, which nets the 
seller twice your regular mark-up on 
the higher grades. We use unpainted 
furniture merely to illustrate the 
point—not to suggest you go into the 
business of manufacturing it. 


* a8 


Price-per-thousand bidding on 
the job ranks high in the cate- 
gory of “How To Do It The 
Hard Way.” 


* * * 


CHAIN STREET 


The reasons why Main Streets be- 
came Chain Streets during the past 
20 years are too numerous to men- 
tion in a single paragraph but there 
are certain fundamentals employed by 
them all... nationally known mer- 
chandise, efficient local advertising, 
attractive display, adequate variety, 
realistic pricing, competent manage- 
ment. Few chains have ever suc- 
ceeded by trying to ignore a single 
one of the essential merchandising 
elements. The last on the list (com- 
petent personnel) constitutes the big- 
gest problem by all odds. 


* * o% 


Solve the man power problem 
and the rest is comparatively 
easy. 


* * a 


"WORDLESS" SELLING 


For the past 15 years more thought 
has been given to “mechanized sell- 
ing” (the wrong term for it) than any 
other phase of retailing. Results of 
these studies are revealed most vivid- 
ly in the big super markets where it 
now is possible to complete the day’s 
shopping without the help of a single 
clerk or a word being spoken, outside 
of the cashier’s “thank you.” Attrac- 
tive displays of pre-sold merchandise 
(through national advertising) make 
it a simple matter for the shopper to 
make selections, accumulate them in 
the “go cart,” pay as they leave. The 
whole idea is to speed up selling and 
do away with the high cost of ineffi- 
cient personnel. 


by R.E.S. 


LUMBER YARDS TOO! 


Lumber yards do not lend them- 
selves to the self-serve idea to the 
same extent as many Chain Street 
stores ... at least when it comes to 
building materials. However, this 
does not apply to the store part of 
the establishment where impulse buy- 
ing can be stimulated in exactly the 
same manner as in uptown stores. It 
is here that lumber dealers can ob- 
tain the full benefit of the vast 
amount of study that has been given 
to the development of ways and 
means to speed up purchases (with- 
out benefit of clerks) and, at the 
same time, increase volume. In other 
words, the store part of the lumber 
yard, in most cases, has yet to come 
into its own. 


If you want to step up your 
personal popularity, ask people 
what they think instead of tell- 
ing them what you think. 


PATTERN CUTTERS 


You have little to worry about if 
your competitor depends on you to set 
the pace and then follows suit. You 
are in no particular danger, at least 
as far as he is concerned, because 
you'll always know what he is going 
to do next. 


There is no substitute for in- 
telligent, intensive salesman- 
ship. 


* * * 


NOT A ONE-WAY STREET 


Easier supply in building materials, 
or anything else, means tougher com- 
petition. 

“More goods” is merely another 
way of saying “more competition.” 

When it’s easy for you to get what 
you want, when you want it, the same 
thing applies to every one of your 
customers. 


* * & 
The essence of good merchan- 


dising is making it easy for the 
customer to buy. 


January 29, 1949, AMERICAN LUMBERMAN <&% 
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Distributors of Kiln Dried ; 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xx* x 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 
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Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho Pp 4 ia 510 
*Thompson Falls Lumber Company, Thompson Falls, Mont. T le h 71 
%* Member Western Pine Association - — onal 





Daily Production 190,000 Feet Kiln Dried Lumber 


~ HERE IT IS! 


KEENEST SAW OF ALL! 


Huther Bros. 


FIRTHITE TIPPED SAW 
FOR WOOD 
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TOP QUALITY PRODUCTION 


EXTRA LONG, TROUBLE-FREE 
OPERATION 


LOWER COSTS PER JOB! 


That's what happens when your arbors are 
equipped with HUTHER Firthite Tipped Saws. 
Used on straight line rip machines, these 
blades give you a glue joint cut. Ideal for cut- 
ting veneer panel stock, hard Masonite Presd- 
wood, teak, laminated plywoods and plastics. 


Don’t drag along without one —they're easy 
to manage—easy to keep in top condition. 
Solid Type 


No. 100 Saw Makers for Send for New 


Over 60 Years Firthite Folder 


HE THER BROS. SAW MFG. CO., INC., 1290 University Ave., Rochester, N. Y. 
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Products .... Sales Aids .... Literature 
SEND FOR THESE: 





United States Plywood Corporation 
has announced its first Weldwood Cat- 
alog since before the war. The cata- 
log illustrates such new products as 
the Weldwood fire door and Fire-Re- 
sistant door, Plankweld, Weldwood 
moldings, Honeycomb; several new 
wood species, Korina, American Elm, 
and Vertical Grain Cedar and two 
new finishing materials, Firzite and 
Satinlac. California pine Weldwood, 
practically unavailable in recent years, 
is now being produced in the com- 
pany’s new plant at Anderson, Calif. 
The catalog lists 31 pamphlets which 
are available on request. Write 
United States’ Plywood Corp., Dept. 
AL&BPM, 55 W. 44th St., New York 
15, 2. ¥- 


The most complete Rapid-Roller 
gravity conveyor catalog ever pub- 
lished by The Rapids-Standard Com- 
pany, Inc., is now available in two- 
color, eight page form. Introduced in 
the new catalog is Type “B” Rapid- 
Roller which has tubular rollers 14%” 
below frame level to provide guard 
rail action. Type “A”, also illustrated 
in the catalog, has rollers projecting 
34” above the frame channel. The new 
catalog incorporates all the latest 
accessories to the Rapid-Roller line, 
including APB adjustable permanent 
stands for stationary installations, 
new case stops, and wheel-type guard 
rails. Photographs accompanying spe- 
cifications show typical uses of vari- 
ous widths and roller spacings of 
Rapid-Roller conveyor. For a copy of 
the new catalog, RRC-48, write The 
Rapids-Standard Company, Inc., RC- 
246, 342 Rapistan Bldg., Grand Rapids 
2, Mich. 


“New Interiors for Old” is a beauti- 
ful new booklet, in four colors, just 
published by The Upson Company, 
Lockport, N. Y. It contains 79 ideas 
for the remodeling of homes and for 
the repairing of cracked and broken 
walls and ceilings by the use of Up- 
son Kuver-Krak fibre panels. Draw- 
ings and photographs illustrate the 
unsightliness and potential dangers of 
ceilings from which plaster may fall 
momentarily. Contrasting with these 
are attractive four-color photographs 
of rooms that have been transformed 
into places of beauty by covering the 
old, damaged walls and ceilings with 
the sturdy, crackproof laminated fibre 
panels of five-ply thickness. Color il- 
lustrations also show how bath-rooms 
and kitchens may be converted by ap- 
plications of Upson Dubl-Thik Fibre- 
tile panels into shining additions to 
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attractive homes. Other designs illus- 
trate how storage-walls may be con- 
structed in unused space in any home 
and how closets and work-rooms can 
be created by the use of Upson Pan- 
els. Color combinations for decorat- 
ing the newly-paneled rooms are in- 
cluded, as well as paneling designs 
and arrangements for both walls and 
ceilings. A copy of this 32-page book- 
let may be obtained by sending 25c to 
the advertising department, The Up- 
son Company, Dept. AL&BPM, Lock- 
port, N. Y. 


Known as the Case History issue, 
the current “Material Handling 
News,” published quarterly by the In- 
dustrial Truck Division of the Clark 
Equipment Company, presents de- 
tailed analyses of modern mechanized 
handling methods in industries of 
many kinds, and of economies they 
effect. The studies embrace fork-truck 
installations for handling bottled bev- 
erages, building supplies, plumbing 
equipment, stone monuments, petro- 
leum products, farm machinery, ma- 
rine warehouse stocks, canned goods, 
retail merchandise and ceramic prod- 
ucts. Actual operations, and benefits 
derived from them, are illustrated and 
described in detail. Copies of the 
Case History issue will be sent on 
request. Write Clark Equipment Com- 
pany, Industrial Truck Division, Dept. 
AL&BPM, Battle Creek, Mich. 


PREVIEWS: 





A light-weight, perforated acousti- 
cale tile, available April 1, is announced 
by Owens-Corning Fiberglas Corpora- 
tion, Toledo 1, Ohio. Composed of 
compressed glass fibers, the new tile 
is noncombustible, and its high sound- 
absorbing properties are supplemented 
by excellent thermal insulation value. 
Weight of the tile is approximately 
seven-tenths pound per square foot. 

“The Amerock Profit Parade” is the 
title of a new full-color 35 m.m. sound 
slidefilm just completed by the Atlas 
Film Corp. for the American Cabinet 
Hardware Corp., Rockford, Ill. It is 
an interesting story of a jobber sales- 
man, Bob Curtis, who sells the com- 
plete line of Amerock Cabinet Hard- 
ware to one of his dealers, Frank 
Wells, by demonstrating the original 
and exclusive features of Amerock. A 
complete showing takes approximately 
25 minutes and is now available for 
sales groups of any jobber or dealer 
organization. Write the American 
Cabinet Hardware Corporation, Rock- 
ford, Ill. 


Vital Caulking Guns 
Available in 7 Sizes 


Vital Products Manufacturing 
Company announces new additions 
to its line of featherweight caulk- 
ing guns, and the redesign and 
improvement of standard models, 
Vital caulking guns are now sup- 
plied in seven sizes and types 
ranging from one pint to 2% 
quarts capacity. Models A, A-l, B 
and C use bulk caulk only and 
are furnished with speed-thread 





end-caps. Models D, L-1 and L-1-G 
use bulk caulk or cartridge-load 
caulk and have breech-lock end- 
caps. Model L-1-G drive mechanism 
is entirely new. It has a smooth 
drive rod and a unique swivel 
handle for convenient caulking 
angles. Vital Guns are made of 
steel, bronze and aluminum and 
are finished in hard gunmetal 
enamel, or cadmium plate on spe- 
cial order. Catalog will be sent on 


request. Write Vital Products 
Manufacturing Company, Dept. 
AL&BPM, 7500 Quincy Ave, 


Cleveland 4, Ohio. 


1949 Edition of Macklanburg- 
Duncan Catalog Available 


The 1949 edition of Macklan- 
burg-Duncan’s 36-page, three-color 
catalog is now available to dealers 
in the building trade. This year’s 
enlarged catalog features informa- 
tion on several new M-D products 
which have recently been intro- 
duced to the market. Also given 
is complete information on weather 
strips, calking and glazing con- 
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Twenty-three 50’ span American-bowstrings 
were used. Although spaced 22’ apart, they 
easily carried the combined live and dead 
load of 407/sq. ft. . . Result: a huge, unin- 
terrupted, open-space interior built for less 
than old-fashioned construction would have 
cost! 


Designed, built. erected by American... 
complete with American bracing system. 





NEW! 


Glued beams, arches, trusses. 
Ready now! . . . Write 









AMERICAN Roof Truss Co. 


William and Raymond Waddington 


6854 Stony Island Ave., Chicago 49 .. . Plaza 2-1772 
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pounds, metal moldings and trim, 
and many other products. For 
copies of the catalog write Mack- 
lanburg-Duncan Company, P. O. 
Box 1197 Oklahoma City 1, Okla. 


Fremont Announces New 
Features in Rubber Tile 

The bevel die cutting of regular 
9” x 9” squares of rubber floor 
tile, so that a 6” x 6” square can 
be readily removed from the inside 
and the space used to accommo- 
date an insert of another color, is 





a new feature afforded in Fremont 
Rubber Tile. These specially cut 
tile, known as Duo-Cut, afford un- 
limited possibilities in pattern 
designing and color schemes. Fre- 
mont tile is available in 13 plain 
and marbleized colors. New illus- 


trated brochures will be sent on 
request. Write Fremont Rubber 
Company, Dept. AL&BPM, 165 
McPherson Highway, Fremont, 
Ohio. 


Baker Announces Low-Priced 
2000-Pound Fork Truck 

The Baker Industrial Truck Di- 
vision of The Baker-Raulang Com- 
pany announces the Type FRH-20 
Center-control Fork Truck which 
is designed to meet the need for a 
light-weight, low-priced fork truck 
in the 2000-pound field. This truck 
finds application in all plants where 
narrow aisles, congested areas, lim- 
ited floor capacity, small and low 
capacity elevators are a factor and 
wherever loads can be limited to 
2000 lbs., 36 inches long. The com- 
paratively light weight—only 3850 
lbs.—permits its use on floors hav- 
ing limited capacity, on low ca- 
pacity elevators and in highway 
truck loading. This truck is said 
to provide the advantages of faster 
loading by shipping departments, 
reducing waiting time of the high- 
way trucks or railroad cars and 
minimizing congestion in the ship- 
ping department. For further de- 
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tails write The Baker - Raulang 
Company, Dept. AL&BPM, 2168 
25th St., Cleveland, Ohio. 


Aluminum Casement 


The Timm Aluminum Casement 
uses a new interlocking, patented 
tenoned joint for extra strength 
and rigidity. In addition to this 
feature, corners are mechanically 
joined. No welds are used. All 
muntin bars are optional. Exec- 
utives of the firm explain that 
muntins are not needed for struc- 











tural strength in Timm Aluminum 
Windows because of extra heavy 
extrusions and interlocking joints. 
Timm extrusions are 5” thick 
and made of 63ST5 aluminum 
alloy, developed’ especially for 
construction use. Muntins are used 
in Timm Windows chiefly for 
their architectural or design effect. 
Write Timm Industries, Dept. 
AL&BPM, 5245 W. San Fernando 
Rd., Los Angeles, Calif. 


Self-Feed Rip Saw Introduced 
A new low-priced self-feed rip- 
saw with unique resaw attachment 
has just been put on the market 
by Smithway Machine Company. 
Called the XL Ripper, the machine 
does straight ripping of material 
up to 4 inches in thickness with 15 
inches of stock back of saw. It will 
rip stock as short as 4 inches in 
length, on a regular production 


basis. A special fence and roll at- 
tachment is also available which 
resawing up to 4-inch 
straight or 


permits 


stock, either up to 





January 29, 1949, AMERICAN LUMBERMAN & 















































































































































lig _ 
ent Packaged Trim 
om inside Door Jambs 
gt ° 
this Standard Lineal 
_ Mouldings 
xec- 
that somes 
ruc- 
Through modern remanufacturing plants located in the heart of the 
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45° diagonally. Saw arbor is di- 
rectly connected with a 10 HP 
ball bearing main motor, with en- 
tire unit adjustable up and down 
with a handwheel for accurate da- 
doing and rabbeting. The XL 
Ripper will take up to 3 saws on 
l-inch stock, 2 on 2-inch, 1 on 4- 
inch. It will take 5 saws on lath, or 
3 saws bolting lath stock from 
slabs. Other applications include 
slicing strips for blinds and awn- 
ings, using thin saw with light 
kerf. Also for example, two pieces 
of casing can be made from 5 and 6 
quarter stock, using the diagonal 
resaw roll attachment, effecting 
a 33%% saving of stock. A de- 
scriptive folder om the XL Ripper 
is available. Write Smithway Ma- 
chine Company, Dept. AL&BPM, 
4617 Airport Way, Seattle 8, Wash. 


Decorative Iron Work 


The Cincinnati Iron Fence Com- 
pany, Inc., has in stock a wide se- 
lection of decorative iron work for 
interior or exterior application and 
will also carry out any special ideas 
of ornamentation suggested by the 
builder or home owner. The com- 
pany makes ornamental or plain 
iron fencing, folding, sliding or 








for 58 YEARS 


OZAN PINE 


has been delivering 
SATISFACTION TO 
CUSTOMERS 


Ozan is operating on a sus- 
tained-yield basis—and expects 
to be able to serve customers 
indefinitely. 








OZAN LUMBER CO. 


PRESCOTT, 


1891 = ARKANSAS 
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swinging gates for all purposes, 
window guards sidewalk or cellar 
doors either solid or latticed, win- 
dow balcony, porch and _ interior 
railings with or without ornamenta- 
tion. The designing department is 
equipped to develop special grille 
work, gate and fence designs or any 
other plain or arnamental iron 
work. Complete designs with blue- 
prints and quotations will be made 
from rough sketches. Write Cincin- 
nati Iron Fence Co., Dept. AL&B 
PM, 2105 Florence Ave., Cincin- 
nati, Ohio. 





Cuts Gothic Pickets; No 
Finishing or Sanding Required 

The Schubert picket cutter, ad- 
justable for 1” to 4” pickets, 
quickly and accurately cuts Gothic 
pickets with no further finishing 
or sanding necessary It is hand 
operated and anyone can use it. The 
machine is made of heavy casting. 
Write H. A. Schubert Co., Dept. 
AL&BPM, 1210 Washington Ave., 
Wilmette, Ill. 








Newly-Designed Water Fauce? 
A newly-designed water faucet 
that will not drip, is being intro- 
duced by the _ Interchangea})le 
Valve Co. Called Arch Stream it 
has a full area of water flow that 
maintains a free flow of water 
even in hard rusty water areas 
where scaling is prevalent. The 
Arch Stream is so designed that 
splashing of water as it leaves 
the nozzle is eliminated. The faucet 
is of brass construction through- 
out and chrome plated. Designed 
to eliminate normal packing, it 
incorporates hydraulic seal rings 





assuring positive closing action 
and does away with all adjusting. 
The interior construction allows 
valve units to be replaced without 
discarding the faucet body. The 
Arch Stream is available in ledge 
or wall type models. Write Inter- 
changeable Valve Co., Dept. 
AL&BPM, Cleveland, Ohio. 


Hardboard in Handy 
Packages for the 
Amateur Craftsman 

Hardboard in handy packages 
for the handy man is now available 
in sizes to fit a wide variety of 
purposes and in_ easy-to-carry 
cartons. Each package in a series 





of four, introduced by Masonite 
Corporation under the trade name 
of Craft-pak, contains tempered 
hardboard one-eighth inch thick. 
In the small-sized carton the pieces 
are approximately 12” x 24’, with 
a total of about 12 square feet; 
medium-sized, 16” x 24’’, 16 square 
feet; long-sized, 12” x. 34”, 18 
square feet; and the large-sized, 
24” x 36”, 30 square feet. Printed 
in brown and yellow, the cartons 
themselves have strong sales ap- 
peal and high display value. Many 
things which the amateur crafts- 
man can make with hardboard, 
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such as household specialties, arti- 
cles for the lawn and toys, are 
illustrated on each carton. In ad- 
dition, each contains an_ order 
biank for detailed working plans, 
prepared by Popular Mechanics 
magazine. Write Masonite Cor- 
poration, Dept. AL&BPM, 111 W. 
Washington St., Chicago 2, Ill. 


New Mail Box to Blend 
with Heart Design 

A new addition to Standard 
Bronze’s rapidly growing line of 
custom-built hardware is this No. 
1130-S mail box designed to blend 





with the manufacturer’s heart de- 
sign of builders hardware. The 
rustproof box is made of cast 
aluminum with wrought brass 
magazine straps. It is attractively 
styled in half polished iron finish. 
Write Standard Bronze Company, 
Dept. AL&BPM, Bayonne 8, N. J. 


Sash Glides Easily 
With "Arrow Snubr" 

The new Arrow Sash Snubr 
which fits in sash or frame with or 
without weatherstrip, is suitable 
for either wood or aluminum win- 
dows. When installed it is entirely 
invisible. A spring roller holds 
the sash closely in the frame, and 
prevents rattle. Sash glides up, 
stays put or pushes down easily. 
The Snubr is very simple to install. 
Write Arrow Mfg. Co., P. O. Box 
468, Independence, Kans. 


“Pree-Fabb" Fencing 


Construction of Northern Mich- 
igan white cedar, Pree-Fabb ready- 
made fences are available to meet 
protected and decorative fencing 
needs on the farms, for residential 
homes, commercial requirements, 
etc. Pree-Fabb fences are offered 
in five designs: picket, round rail, 


flower bed, Colonial or stockade. For 
illustration of the Colonial picket 
full log peeled fence see the article 
in this issue, entitled “Get Ready 
for the Spring Harvest.” Write 
Fence Company of America, Dept. 
AL&BPM, Escanaba, Mich. 


Wheel-It Hand Operated ~ 
Transport Cart in Two Sizes 
Supplementing the recent an- 
nouncement in these columns on 
the new Model 550 with wheels 
for standard tires from 5:00 to 
6:00 x 16 comes this new illustra- 
tion of the Model 400 with smaller 
tires and wheels handling lumber. 
Both sizes are used for handling 
many types of building materials 
around the yard including shingles, 
fencing, posts and a host of other 
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~ THOROSEAL. to fill & seal the surface 
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If your contractor, homeowner 
pool, milkhouse, stable, pen or others have a problem with 
and dairy barnneeds THORO- water or dampness, The 
SEALING, to keep water out THORO System will correct 
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North St. Paul 9, 
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CONVEYOR COMPANY 


AND EASY TO CARRY 





STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 114 in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 






RAVITY & POWER 
CONVEYORS 
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materials . . . freeing more ex- 
pensive trucks for outside hauls. 
Write for detailed information, 
specifications and prices Bassett 
Industries, Vinton, Iowa. 


"Stapl-On" Drives 
20 Staples in 5 Seconds 


In the title of an earlier release 
describing the Stapl-On, the time 
given for driving 20 staples was 
incorrect. The Stapl-On drives 20 
staples in 5 seconds not minutes. 
It can drive six sturdy steel staples 
in the time it takes to put in one 
tack the old fashioned tack-and- 
hammer way. Hotchkiss staples 
are said to be stronger than tacks 
because they grip tacked material 
twice instead of once. For com- 
plete information write The E. H. 
Hotchkiss Company, Dept. AL& 
BPM, Norwalk, Conn. 


Architectural Window 


“An architect’s dream” for the 
small home or commercial building 
is the round window, according to 
the Webb Manufacturing Co. Avail- 
able in many styles to fit into mod- 





ern architectural trends including 
solid or ventilated windows. The 
ventilated type has screening on the 
upper half of the inside sash. 
Write Webb Manufacturing Co., 
Dept AL&BPM, 212 State St., Con- 
neaut, Ohio. 


The New "Silhouette" 
House Number 

A new house number, clearly 
visible by day or night, is called 
a Silhouette. It consists of metal 
numbers permanently cemented to 

















a 12 x 12 inch glass block. After 
the numbers are cemented in place, 
they are coated with a weather- 


proof lacquer. The four-inch-thick 
block is installed in the frame or 
masonry of a new home during 
construction. Alfred Anderson, 
Phoenix, Ariz., building contractor, 
has found that a Silhowette number 
installed in the early construction 
stages pays for itself before the 
job is finished. He says the saving 
is obtained by reducing the num- 
ber of mistaken deliveries of ma- 
terial that occur because the tem- 
porary number on a stake is 
knocked down or lost. The num- 
bered block performs a double duty 


for the home owner without spe- 
cial wiring. The light from the in- 
side illuminates the figures as well 
as the entrance porch. Silhouette 
house numbers are made individ- 
ually from numbers furnished the 
maker. Write Paul M. Burroway, 
P. O. Box 3592, Phoenix, Ariz. 


“Fyre-Retardant" Paint 


F. R. P., according to the man- 
ufacturer, is a specially prepared 
oil-base paint of the highest qual- 
ity. It has all the features of a 
regular paint in covering and dura- 
bility, plus the extra feature of fire 
retardancy. Smoothness, with a 
hard lasting finish, and washability 
are among the paint’s reported 
qualities. F. R. P. can be brushed 
or sprayed like any other paint be- 
coming more retardant with age as 
all solvents are driven off. One coat 
covers almost any surface. For 
homes, hotels, schools, churches, 
theatres, and factories, it is avail- 
able in outside, interior gloss and 
interior flat. Write F. R. P. Cor- 
poration, Dept. AL&BPM, 1018 S. 
Wabash Ave., Chicago 5, IIl. 
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un. || Current Statistics on MODERN WOOD PRESERVATIVE 
a Output and Distribution 

al- Lumber shipments of 404 mills reporting to the Na- : 

a tional Lumber Trade Barometer were 13.3 percent ; ' ; ; 
ra- above production for the week ending January 8, 1949. . NO other step pene 
fire In the same week new orders of these mills were 32.1 of Ponderosa pine has been 
la percent above production. Unfilled order files of the : so far-reaching in results as 
ity reporting mills amount to 31 percent of stocks. For : the CS aay oes and 
ted reporting softwood mills unfilled orders are equivalent ; termites. 

hed to 21 days’ production at the current rate, and gross : 

be- stocks are equivalent to 65 days’ production. : Wherever PAR-TOX is used, 
as For the year-to-date, shipments of reporting iden- : mills, dealers and consumers 
oat tical mills were 13.3 percent above production; orders : have found it an economical 
Por were 32.1 percent above production. : measure for protection of in- 
1es, Compared to the average corresponding week of : vestment. 

ail- 1935-39, production of*reporting mills was 58.6 per- 

and cent above; shipments were 57.0 percent above; orders Specify 

‘or- were 62.2 percent above. Compared to the corre- “PAR-TOX treated” 
SS sponding week in 1948, production of reporting mills on your next order. 


was 29.6 percent below; shipments were 21.7 percent 
below, and new orders were 9.8 percent below. 
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bi Western Pine —— OSHKOSH, WISCONSIN 


The 88 mills reporting to the Western Pine Asso- 
ciation for the week ending January 8, 1949 cut 28,- 


a 
052,000 feet. The same week a year ago the cut totaled DEALERS! Get This 
a 43,120,000 feet. Shipments were 33,634,000 feet com- 
pared to 51,973,000 feet a year ago. Unfilled orders 
at the end of the week amounted to 136,702,000 feet. F Re £ E @ | mM - 
Gross stocks totaled 752,425,000 feet. 





——— 


Southern Pine 
Production of Southern Pine by the 103 mills re- MARKABLE 

porting to the Southern Pine Association for the week RE 

ending Jan. 8, 1949 amounted to 14,326,000 feet. This BER 

was 13.83 percent below the three year average. Ship- RUB 

ments for the week totaled 13,660,000 feet, 4.65 per- 


cent production for the same period. Orders, totaling PAINT 


3,360,000 feet, were 6.74 percent below production 
and 19.64 percent below the three year average. 











» eeniitinnin CHOICE DEALER FRANCHISES 
NG FAST TO ALERT D 
TACOMA—Curtailed demand is evident in all GOING FAS Oo EALERS 
grades as the lumber market enters the mid-Winter Test this Perfect Paint’. See for yourself what a remarkable product 





it is. Don't judge Celadri by other so-called rubber paints. Celadri 


period. The reason is partly seasonal, but dwindling is a collodial dispersion of pure rubber, pigmented and processed to 


construction throughout most of the country also is serve as a pure protective coating having the virtues of rubber and 
an important factor. Continued cold weather has re- the workability and all around utility of the best oil based paints 
diced both log and lumber production. Many mills without their limitations. 

have sharply cut operating schedules and in some in- Strong Consumer Sales Appeal 


siinces have closed down entirely. In the face of this Just what consumers want. High coverage. Easily applied. Beautiful 
somewhat bleak outlook, W. C. Bell of Seattle, manag- flat finish. Write for FREE sample today! 

ine director of the Western Retail Lumbermen’s asso- 
ci:tion, sounded an optimistic note here this week. 
S»eaking to members of the Tacoma-Olympia Hoo Hoo 
C\ib, he predicted a definite upturn in the pees CELADRI CORPORATION 
mirket and forecast that 1949 will compare favorably 
With 1948 as a prosperous period. He said that an WILLISTON PARK, N. Y. 





Send for FREE Trial Sample Today! 
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Increase Your Sales... 





with AETNA’S 
Hardwood 
Plywood 

Merchandiser 


= i Now! Cash in 


on hardwood plywood 
sales. With Aetna’s 
space-saving, plywood 

merchandiser, the ‘‘Easi- 
Se Sell’ Display Cabinet, 
~ * plywood sells itself, 
«***** builds a permanent re- 
,Peat business. 


| 








fhe ‘“Easi-Sell’’ Display Cabinet is handsomely finished, comes 
stocked with 60 pieces of 30°’ x 60°’ hardwood plywood including 
Walnut, Birch, Oak, Gum and Mahogany. 


With the cabinets you get . 
ADVERTISING MATS—help build your hardwood business. 


FURNITURE PLANS—sales makers that increase your service to 
the customer. 


Send for full information on aoe Plywood Display Cabinet and 
Aetna’s Free ““TELEPLY TICKER” price list. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Phone ARmitage 6-7100 

Branch Warehouse: Grand Rapids 4, Michigan 
Sales Offices: Detroit, Mich.; Milwaukee, Wis.; 
Indianapolis, Marion, and West Lafayette, Ind. 
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BOARDS 


Our new kilns are enabling us to deliver 
some exceptional values in 


1x6 RL No. 2 KD S45, $2S & CM, 
Pats. 105, 106 and 116 Siding 


1x8 & Wdr. $4S or S/L 
1x4” End Matched & PE Floorings 


Consult us also on 4/4 AD Hardwoods 


SOUTHERN PINE 
SOUTHERN HARDWOODS 








SCOTCH LUMBER CO. 


FULTON ALABAMA 
Mixed Cars a SpecialtyeMember SPIB and NHLA 
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LUMBER MARKET 





anticipated high volume of construction for 1949 wil] 
provide opportunity for successful marketing of lum- 
ber products for firms with an aggressive sales pro- 
gram. 


SEATTLE—Virtually all logging camps, which 
closed for the Christmas holidays, have remained down 
in Oregon and Washington as a result of heavy snows 
and a long period of freezing weather. However the in- 
ventory of logs as of January Ist is so large that un- 
less there is a very late Spring it is unlikely any short- 
age of logs will develop. On January lst Puget Sound 
logs totaled 546 million feet, a drop of 35 million for 
the month but more than this time a year ago when 
the total was 511 million. This “good healthy” inven- 
tory extends to the Columbia river area which on Jan- 
uary Ist had 482 million feet. A month ago the figure 
was 417 million and a year ago 467 million. Even 
more impressive figures are reported from Grays 
Harbor with 96 million feet on hand. On December 
first the figure was 91 million and a year ago 73 mil- 
lion. Demand-prices—Log prices are relatively un- 
changed though rumors are current of some softness. 
The lumber market is very quiet but prices tend to 
stiffen in commons. Orders being placed come from 
all markets with government buying for California 
points a marked feature. There is some car material 
moving. B and Btr upper items move at from $140- 
$150. Vertical grain flooring brings the highest 
price, $160. Dimension runs from $48 to $52 with 
more sales toward the higher figure. Board prices 
parallel those of dimension at $48 to $52. Rough 
heavy timbers may be purchased at from $45 to $50. 
Structural timbers move at $75. No. 2 5x shingles 
have firmed some selling to the trade at $4.50. No. 
1’s bring $7.75 to $8.00 and No. 3’s from $2.00 up. 
No. 2’s have ceased to be a drug on the market and 
enjoy a good demand. Supplies of shingles appear 
adequate for the demand. 


KANSAS CITY—The general undertone of the 
Southwestern lumber market since the turn of the 
year was that of firmness and accelerated buying. De- 
mand for dry lumber was good and more interest was 
manifest by lineyards desiring to build up inventories. 
Prices were steady and the movement generally was 
good at slight discounts from quoted lists. The pick- 
up in business was spotty but it was of sufficient force 
to indicate to many that spring would find lumber 
moving at steady prices. That inventories were per- 
mitted to decline in the closing months of 1948 was 
noted in the report of the Federal Reserve bank of 
Kansas City, covering 164 yards in seven states. The 
bank stated that inventories were only 8 percent 
larger than a year earlier at the start of December. 
Sales in November were 23 percent smaller than a 
year earlier and the total volume for the eight months 
ended November 30 was 8 percent under the same 
1947 period. Wholesale lumber sales for November 
were up 23 percent from a year ago and inventories 
of wholesalers gained 59 percent. Price lists showed 
minor changes during the past fortnight. Kiln-dried 
1x6 boards were quoted at $68 to $70; 1x8 brought 
$72 to $75 at the mills. In dimension stock, sizes up 
to 8-inch were quoted at $70 to $72, while 2x10 
brought $75. Flooring and finish still commanded 
prices of $155 to $160. 
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CHUBERT Picket Cutter 
ADJUSTABLE FOR 1" TO 4" PICKETS 
Cuts Gothic pickets quickly, accurately, with no further finishing’ or sanding 
vill required. Hand operated . . . anyone can use it! Utilize odds and ends for 
im pickets. Heavy casting, durable, will serve you year after year. Order at once 
= ... delivery 30 days... have this to take care of spring trade. SEND CHECK 
WITH ORDER. Net price $47.50 f.0.b. Wilmette, Illinois. (Where state sales 
ich tax applies, add tax.) 
wn 
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Upson Holds Annual Sales 
Conferences in Eastern States 
Enthusiasm over business prospects 
for the coming year characterized a 
series of annual sales conferences held 
during past weeks in district head- 


quarter cities throughout’ eastern 
United States by sales executives and 
field representatives of The Upson 
Company, Lockport, N. Y., manufac- 
turers of laminated wood fibre panels 
for walls and ceilings. 

Harry R. Shedd, vice-president and 
director of sales, was in charge of 
the two-day conferences held in New 
York City, Cleveland, St. Louis and 
Atlanta. Arrangements for the vari- 
ous meetings were made by the dis- 
trict sales managers with headquar- 
ters in the conference cities, follow- 
ing an intensive factory training 
course held recently in Lockport. 

W. H. Upson, Jr., president; James 
J. Upson, assistant secretary-treas- 
urer; and A. E. Calver, advertising 
manager, all of Lockport, addressed 
the conferences and outlined sales, 
merchandising and advertising plans 





Yames in the News 


for the coming year. Details of an 
extensive consumer and trade paper 
advertising campaign to open early in 
1949 were outlined by the company 
executives. 


Oak Flooring Manufacturers 
Announce Directors for ‘49 

The National Oak Flooring Manu- 
facturers’ Association, with headquar- 
ters in the Sterick Building, Mem- 
phis, Tenn., recently announced the 
following board of directors for the 
year 1949: Allen Harris Jr., Harris 
Mfg. Co., Johnson City, Tenn., presi- 
dent; B. A. Mayhew, Fordyce Lumber 
Co., Fordyce, Ark.; Lyle Motlow, Wil- 
liams & Voris Lumber Co., Chattan- 
ooga, Tenn.; R. M. Lindsay, Veach- 
May-Wilson Co., Alcoa, Tenn.; R. W. 
Hanly, Bradley Lumber Co., Warren, 
Ark.; Eugene L. Fair, D. L. Fair Lum- 
ber Co., Louisville, Miss.; Walter J. 
Wood, E. L. Bruce Co., Memphis, 
Tenn.; J. G. Smith, Arkansas Oak 
Flg. Co., Pine Bluff, Ark.; L. C. Ailor, 
Miller Bros. Co., Johnson City, Tenn.; 
Milton Craft, Chapman & Dewey 
Lumber Co., Memphis, Tenn. 


McCray Lumber Buys Dascombe- 
Daniels Kansas City Yards 

The McCray Lumber Co. recentl) 
purchased for $500,000 cash the three 
Greater Kansas City, Mo. yards of 
the Dascomb-Daniels Lumber Co., and 
has expanded its name to Daniels- 
McCray Lumber Co., Mission Lumber 
Co. Harry C. Gray heads the com- 
pany as president. The new board of 
directors will include the three Kansas 
City yard managers of the Dascomb- 
Daniels operations: J. Chester Lord, 
James RK. Montgomery and Reginald 
Moore. Associated with Mr. McCray 
on the board also are George Wil- 
liams, Byron Spencer and Neal 
Clarke. The yard managers have in- 














Announcing Opcning of Main Office Feb. |. 








LUMBER for SALE 








MALCOM & ASSOCIATES 
Lumber and Lumber Products 
424 Bulkley Bldg., CLEVELAND 15, O. 
Phone: Tower 1-2480 Teletype: C V 469 


Mill Representatives for Pope & Talbot, Inc. 
Servicing Ohio, Western Penna. and N. E. Indiana 


Mills at Oakridge, Ore., 
St. Helens, Ore., 
Port Gamble, Wash. 


Old Growth Douglas Fir, 

Plywood, Doors, | 
Pine Lumber and Lumber | | . 
Products. | Creosoting Plant 


St. Helens, Ore. 





HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 














GENUINE MICHIGAN WHITE PINE 


We offer for prompt shipment 


2 cars Dry 8/4 RW&L Shop & Better 
3 cars Dry 4/4 6" to 12" +3 Common 


ALSO 


2 cars Dry 4/4 +3 & Better Norway 
| car Dry 8/4 +3 & Better Norway 


We can kiln dry, and millwork. 


TROUT CREEK LUMBER COMPANY 
Trout Creek, Michigan 





—— 
—— 











D. M. McCLintock LuMBER Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 























52 


January 29, 1949, AMERICAN LUMBERMAN & 

































Speciolists in Oak Floor. * 
’ ing. General wholesal- “| 3 
~<” ers of all lumber items. = 


Contact us on your 
needs. 





WEBSTER LUMBER CO., '7:5,®.%:,{°9, 2% 


























BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE. WASH. 











Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 





Rainelle, W. Va. 




















Lindsey 8-Wheel Tractor Wagons 


are ideal for tractor logging. They are used singly or in 
trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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RAINY LAKE LUMBER CO. Ltd. 


Sales Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Sclling the Preducts ef J. A. Mathicu, Lt g y Loke, Ont 
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vested in the new company and will 
serve as vice-presidents. 

J. Newton Daniels, who decided to 
lessen his business responsibilities 
shortly before his 70th birthday re- 
cently, announced the liquidation of 
the Dascomb-Daniels Lumber Com- 
pany. According to Mr. Daniels, three 
yards in Oklahoma were sold. last 
month; one at Altus to the Jack Kauf- 
man Lumber Company; the yard at 
Frederick to the George Stein Lum- 
ber Company; and the yard at Duke 
to Elmer O. Hinkle who has been as- 
sociated with the Dascomb-Daniels 
firm for 38 years and was formerly 
manager of the Altus yard. 

The Dascomb-Daniels organization 
has two more yards to sell in David- 
son and Hollis, Okla., and still operates 
two yards in Boonville and Moberly, 
Mo. The Daniels Lumber Company 
now operating three retail yards in 
Richmond, Marshall and Columbia, 
Mo. will take over the retail yards at 
Boonville and Moberly. 


Pioneer Specialist Lauds 
Quality Wood Flooring 


For over 50 years Harry D. Gould 
has been a specialist in the market- 
ing of lumber as building materials, 
with flooring playing a major role. 
Founder of the H. D. Gould Company 
in Middletown, N. Y., Mr. Gould re- 
calls his business in those early days 
when he started to market lumber for 
flooring over the counter. He also 
gives a few tips on modern merchan- 
dising of wood flooring:— 

I was somewhat, of a curiosity in 
those early days and my very modest 
place of business was viewed as some 
kind of novelty shop. At that time 
farmers and other customers would 
come into our store and draw their 
own flooring timber. Now we have to 
take it to them. 


Floors in New York state, 50 years 
ago, particularly in the rural areas, 
were installed with Pennsylvania and 
Canadian lumber. This dimension 
lumber was good and was then selling 
from $15 to $20 a thousand feet. In 
1905 hemlock was sold at $18; pine 





Harry D. Gould, founder of the H. D. 
Gould Co., Middletown, N. Y., and for- 
mer president of the Retail Lumber 
Dealers Assn., poses on his 75th birthday. 
He is being honored with a mighty tasty 
cake by an employe who makes the pres- 
entation on behalf of the Gould workers. 
Mr. Gould points with pride to the fact 
that one of his employes had been with 
him for 39 years, another has been in his 
service for 34 years; a few others have 
been on the Gould payroll for over 20 
years. 


lumber for flooring was selling at 
$25. Little did we realize that our 
sources of supply were to be greatly 
limited. Hemlock and pine floors 
came from local sources, but these 
were later supplanted by Pennsyl- 
vania and Canadian timbers. Today’s 
floors in this vicinity are being con- 
structed with lumber that comes from 
the west coast. 

I am not alone in finding that the 
Empire state will have to replenish 
its timberlands, and as part of a per- 
sonal program of mine I have planted 
5,000 trees. A _ really progressive 
wood flooring man must consider the 
potential needs of his customers. He 
must peer into the future and antici- 
pate demands. 

Today, more wood flooring is being 
purchased in the Orange County sec- 
tion of New York state than ever be- 
fore and at higher prices, but also 
with added service guarantees. All 
localities, after experimenting with 
flooring products, eventually will re- 
turn to good reliable wood. Ex-serv- 
icemen are better than average lum- 
ber-for-flooring customers and they 





select the better grades. Women are 
also playing a major part in booming 
the wood-for-floors. business. 

Important in retaining this increas- 
ing demand is the necessity of adver- 
tising, educating the people to know 
quality and to continue buying better 
lumber. Our own company furnishes 
free flooring with wood plans suitable 
for many kinds of buildings and we 
have been able to prove that we have 
more business as a result of this 
service. We also encourage carpen- 
ters to use better tools. Good tools 
help produce superior jobs and su- 
perior wood flooring installations are 
excellent salesmen. 


Malcom & Associates to Repre- 
sent Pope & Talbot in Midwest 


Malcom & Associates has been ap- 
pointed mill representative for Pope 
& Talbot, Inc. in the state of Ohio, 
western part of Pennsylvania and the 
eastern part of Indiana. Headed by 
Theadore H. Malcom, the organiza- 
tion will establish its main office in 
Cleveland, Ohio at 424 Bulkley 
Building. The Cleveland office to be 
opened about February 1, will be 
staffed with six salesmen calling on 
the trade. The Seattle, Wash. quar- 
ters at 404 Joshua Green Bldg., will 
remain as a branch office. 


Companies Announce 





The Nichols Wire & Aluminum Co., 
Davenport, Iowa, has announced the 
election of Frank A. Luebbe to the 
position of vice-president and general 
sales manager. Mr. Luebbe has 
been general sales manager of the 
company for the last five years. 


Ellard V. Youngberg is appointed 
sales representative in Virginia and 
the eastern part of West Virginia for 
the Insulite Division of Minnesota and 
Ontario Paper Company, Minneapolis. 
He will make his headquarters at 
Roanoke, Va. First manufactured in 
1914, Insulite is celebrating its 35th 
anniversary in 1949, producing a line 
of more than 30 specialized insula- 
tion boards made from versatile wood 
fibers. 








+ 





eb OXIC 


* 
: 






54 


WATER RE 


BS 2 
: 


SPECIAL MILLWORK 
Protection Products Mfg. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 
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PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are: avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. Single copies only 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. 


Chicago 2, Ill. 
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